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and  Downs  of  Climate-Sensitive  Business 
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^^bout  this  time  of  year,  grain  farmers  across  Alberta  are 
praying  for  rain.  For  seed  growers  Lloyd  and  Connie  Mercer,  a 
downpour  is  a mixed  blessing.  Their  crops  may  need  moisture 
but  black  skies  and  wet  ground  can  spell  financial  trouble  for 
their  other  business  venture,  Bridge  County  Raceway. 


Connie  & Lloyd  Mercer:  Striving  to  meet  the  demands  of  racing  enthusiasts. 


The  Lethbridge-area  track,  operated  in 
partnership  with  Lloyd’s  cousin  George  Mercer 
and  wife  Marj,  has  been  the  site  of  stock  and 
modified  car  races  since  opening  in  1991 . On  a 
fair  Saturday  night,  as  many  as  2,000  people  fill 
the  stands  to  take  in  the  action  but  gate  receipts 
have  already  suffered  this  season  as  a result  of 
two  races  that  were  rained  out.  The  Mercers  can 
only  hope  for  clear  weather  the  rest  of  the 
summer. 

The  owners  are  not  the 
only  ones  with  a stake  in  the 
financial  health  of  Bridge 
County  Raceway.  Beyond 
its  local  appeal,  the  track 
draws  participants  and 
spectators  from  Calgary  to 
Billings,  Montana.  All  these 
visitors  need  food,  shelter 
and  entertainment,  spelling 
added  revenue  for  the  local  service  sector. 

When  the  raceway  opened  for  business  two 
years  ago,  it  revived  a summer  tradition  which 
died  almost  20  years  before  when  noise  problems 
forced  the  closure  of  a similar  facility.  But  even 


without  their  track, 
members  of  the  Chinook 
Auto  Racers  stuck  to  their 
sport,  towing  their  vehicles 
to  race  sites  around  western 
Canada  and  the 
northwestern  United  States. 

There  was  no  doubt  about 
the  demand  for  a local 
venue, 
according  to 
Connie. 

“We  just  happened  to  have  an 
ideal  piece  of  land,”  she  says. 

Although  the  Mercers  had 
strong  volunteer  support  from  the 
local  racing  association,  they  could 
not  bear  the  costs  of  the  facility 
alone,  and  received  financing  from 
Alberta  Opportunity  Company. 

Along  with  good  weather  conditions,  the  track 
has  also  required  effective  publicity  and  market- 
ing to  help  draw  large  crowds.  For  Connie,  that 
has  meant  some  intensive  on-the-job  learning. 

“Marketing  a racetrack  doesn’t  have  a lot  in 


common  with  selling  farm  products,”  she  says 
ruefully. 

“I’m  still  not  comfortable  going  out  selling 
sign  space  and  ads  for  publicity  flyers.” 

Operating  costs  at  Bridge  County  Raceway 
are  small  because  of  unpaid  help  from  local 
racing  association  members,  but  the  Mercers  are 
still  faced  with  the  legacy  of  start-up  costs.  To 
make  a dent  in  the  company’s  debt,  notes  Connie, 
they  need  some  warm,  dry  Saturday  nights.  And 
the  weather  is  one  variable  that  even  the  best 
manager  cannot  control. 

- Cam  Morton 


There  was 
no  doubt  about  the 
demand  for  a local 
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Entrepreneurs  Strive  to  Put  Northern 
Alberta  Fishing  Enthusiasts  Afloat 


- Cam  Morton 


Paul  Miller:  Launching  a promising  new  venture. 


to  make  the  same  enquiry. 
The  son  of  a maritime  fisherman  and  boat  builder, 
Paul  was  well  acquainted  with  the 
q business,  as  was  Mary-Ruth  who  met 
her  husband  while  managing  a 
fishing  lodge  in  northern  Ontario. 
Realizing  there  was  an  obvious  void  in 
the  local  marketplace,  they  quickly  took 
action  and  Miller  Boatworks  was 
launched  with  the  help  of  AOC 
financing. 

In  addition  to  building  boats 
specifically  designed  for  the  unpredictable 
waters  of  Lesser  Slave  Lake,  the  couple  acquired  an 
engine  dealership  and  also  offer  repairs  and  service. 

The  business  recently  began  operation,  with  eight  boats 
and  motors  on  the  water  ready  for  rental. 

“We  are  advertising  in  High  Prairie,  Valley  view  and 


Paul  and  Mary-Ruth 
Miller  didn’t  move  near 
Slave  Lake  specifically 
for  the  fish,  but  that  may 
be  what  keeps  them  there. 
The  enterprising  couple 
hopes  to  capitalize  on  the 
abundant  trolling 
opportunities  in  the  area 
through  their  new  venture, 
Miller  Boatworks. 

It  all  began  last 
summer  when  they 
bought  an  old  house 
at  the  lakeshore 
village  of  Joussard. 

“While  we  were 
fixing  it  up,”  Paul 
recalls,  “people  kept 
coming  by  asking 
where  they  could 
rent  a boat.” 

During  the  local 
summer  music 
festival,  scarcely  a 
waking  hour  passed 
without  someone  stopping 


Slave  Lake,  and  in  all  the  communities  along  the  south 
shore,”  reports  Paul. 

The  pitch  in  their  flyers  and  radio  spots  reflects  the 
knowledge  and  market  research  brought  into  the 
business. 

“We  have  set  our  rental  rates  so  low  that  even 
people  who  own  their  own  boats  will  consider  renting 
for  an  evening  of  fishing.  We  set  up  a little  concession 
— good  burgers  and  fries  so  we  can  offer  a meal  to 
people  who  have  just  finished  work  and  want  to  get  out 
on  the  water.” 

For  visitors  who  come  from  further  away,  especially 
the  camping  crowd,  Miller  Boatworks  offers  an 

appealing  enticement. 

Rent  a boat  from  the 
company  and  you  can 
store  your  catch  in  its 
freezer.  To  boot,  the 
Millers  will  even  help 
customers  clean  their 
fish. 

Serving  tourists  is 
an  intensive  and 
irregular  occupation. 
The  boat  rental 
season  runs  from  mid-May  to  September,  but  Paul  will 
keep  busy  during  the  winter  building  vessels 
to  order  and  developing  proto-types  for  some 
different  designs. 

Although  the  Millers  are  just  entering 
their  first  season  of  business,  they’re 
already  looking  towards  putting  a 12- 
passenger  tour  boat  on  the  lake  next 
summer.  Further  ahead,  the  company 
may  extend  its  season  on  the  service  side 
by  renting  snowmobiles  and  ice-fishing 
huts. 

Right  now,  the  biggest  challenge 
facing  Miller  Boatworks  is  finding  a 
balance  between  serving  tourists  and 
meeting  the  demand  for  local  repair  and 
service  work.  From  a business  per- 
spective, it  sounds  like  an  enviable  task. 


“We  have  set  our 
rental  rates  so  low  that 
even  people  who  own 
their  own  boats  will 
consider  renting  for  an 
evening  of  fishing.” 


John  Gordo 
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Adapting  to  Changing  Seasons  Enables 
Resort  Owner  to  Attract  Visitors  Year-Round 


commissioned  a B.C. 
artist  to  carve  a family 
of  grizzly  bears  for 
their  gateway.  The 
tallest  stands  14  feet 
high,  and  tourists 
often  journey  up  to 
the  lake  just  to  see 
this  eye-catching 
landmark  and  take 
photographs 
beside  it.  Shown 
around  home, 
these  momentos 
serve  as  top- 
notch  advertising  tools. 

With  their  own  ads  in  tour  and  travel 
publications,  and  participation  in  joint 
programs  with  tourism  organizations,  the 
Gingeras  have  been  successful  in  increasing 
awareness  of  Pyramid  Lake  Bungalows. 


When  Ernie  and  Esther  Gingera  bought 
a small  resort  eighteen  years  ago  near  Jasper, 
they  were  looking  for  more  than  a pleasant 
pastime.  Through  hard  work  and  aggressive 
marketing  they’ve  transformed  Pyramid  Lake 
Bungalows  from  a simple  10-unit  facility  into 
a year-round  operation. 

Their  own 

entrepreneurial  vision, 

AOC  financing,  and  the 
changing  demands  of 
tourists  have  made  it 
possible  for  their 
business  to  flourish, 
despite  the  odds.  With 
the  addition  of  32  units 
in  four  large  mountain 
chalets  and  a licensed 
dining  room,  the  resort 
has  become  a viable 


By  adapting  to  the 
changing  seasons  and 
offering  guests  activities 
such  as  skating  and 
cross-country  skiing 
in  the  winter ; the  owners 
have  given  the  resort 
year-round  appeal. 


business  without  sacrificing  the  natural 
wonders  which  surround  it. 

Nestled  in  the  lakeside  woods  at  the  foot  of 
Pyramid  Mountain,  the  Gingera’ s resort  sits  in 
splendid  isolation  as  the  only  developed 
property  on  the  lake. 

“There  are  other,  more  outstanding  features 
which  draw  tourists 
into  the  area,  so  it 
becomes  a matter  of 
where  they  stay 
during  their  visit,” 
says  Ernie,  noting  that 
wooing  customers  to 
their  secluded  location 
has  been  a challenge 
over  the  years. 

To  help  encourage 
potential  guests  to  at 
least  look  at  their 
resort,  the  Gingeras 


Cash  Management  Systems  Require  a Twist  for  Seasonal  Bu 


John  Gordon 

Peat  Marwick  Thorne  - Calgary 

“The  cheque’s  in  the  mail!”  We’ve  all  heard  it 
before.  And  many  of  us  have  even  said  it. 

Maintaining  cash  flow  is  a challenge  for  any 
business  — if  your  operation  is  seasonal,  there’s 
even  more  to  bear  in  mind. 

Here  are  some  tips  to  help  you  effectively 
cope  with  any  distinct  ups  and  downs  your 
venture  may  have: 


Forecast  your  inflows 
and  outflows.  This 
fundamental  premise  of  cash 
management  is  often  more 
complex,  and  more  critical  for 
seasonal  organizations.  Avoid 
inventory  carrying  costs  where 
possible  by  arranging  for 
purchases  and  their  resulting 
payment  to  coincide  with  sales. 
Stocking  up  during  the  off- 
season may  have  its  benefits, 
but  it  can  be  costly. 


Adapt  your  banking 
arrangements.  Banking 
services  and  facilities  that  are 
necessary  during  the  busy 
season  often  aren’t  required 
during  your  organization’s 
hibernation.  Arrange  with  your 
bank  to  minimize  such  services 
and  related  costs  during  low 
times.  Some  of  the  more 
sophisticated  cash  collection  or 
disbursement  systems  such  as 
separate  accounts  for  specific 
functions  and  decentralized 
banking  may  not  be  cost 
effective  when  they  are  really 
only  needed  for  part  of  the  year. 


The  summer  ahead  looks  solid, 
with  customers  expected  from  Japan,  Europe 
and  all  over  North  America. 


Realizing 
that  an  attrac- 
tive setting 
alone  may  not 
be  all  it  takes  to 
win  over 
customers, 
they’ve  increased 
services  at  the 
resort  to  include 
canoe  rentals, 

cruise  boat  rides,  jet  biking  and  windsurfing. 

By  adapting  to  the  changing  seasons  and 
offering  guests  activities  such  as  skating  and 


cross-country  skiing  in  the  winter,  the  owners 
have  given  the  resort  year-round  appeal. 

Ernie  is  confident  tourism  is  a growth 
industry  in  Alberta.  For  evidence,  he  points  to 
his  reservation  book.  The  summer  ahead  looks 
solid,  with  customers  expected  from  Japan, 
Europe  and  all  over  North  America.  In  fact,  the 
steady  rise  in  demand  has  Ernie  planning  for 
another  expansion  — he’s  looking  at  a bigger 
dining  room  and  about  30  more  residential 
units. 

- Cam  Morton 


Ernie  Gingeras:  Poised  to  grow  with 
Alberta’s  tourism  industry. 


sinesses 

Minimize  cash  floats. 

While  cash  floats  are  a necessity 
in  many  circumstances,  they 
come  with  an  opportunity  cost. 
This  can  be  mitigated  by 
reducing  the  amount  of  the  float 
during  the  low  seasons,  or  by 
eliminating  the  float  altogether 
when  a location  is  idle  for 
several  weeks  or  months  at  a 
time. 


Establish  appropriate 
cash  collection 
procedures.  Sales  to  a 
customer  might  consist  of  one 
large  transaction  a year,  or  a 
series  of  smaller  transactions 
during  a short  time  period. 
However,  it  is  important  to  you 
that  these  customers  treat  your 
account  with  appropriate 
priority,  and  that  transit  and 
processing  times  are  minimized. 
For  example,  you  may  want  to 
arrange  for  wire  transfers  for 
large  remittances. 


Of  course,  there  is  much 
more  to  cash  management  than 
this.  The  bottom  line  is  that  all 
cash  management  systems 
should  be  adapted  to  an 
organization’s  particular 
circumstances.  If  seasonality  is 
a significant  attribute  of  your 
organization,  it  would  be  well 
worth  your  while  to  consider  the 
above  points  during  your  next 
hot  spell. 


Tackling  a 

Tourism-Related 

Business? 

There’s  Help 
Available! 

Tourism  is  predicted  to  be  the 
world’s  top  industry  by  the  turn  of  the 
century,  translating  into  plenty  of 
opportunity  for  entrepreneurs! 

Whether  it’s  a bicycle  tour  company  or 
an  upscale  resort,  a business  that  caters  to 
visitors  can  have  immense  potential.  If 
you’ve  got  an  idea  for  such  a venture  but 
need  some  advice,  you  may  want  to  call 
on  the  services  of  Alberta  Economic 
Development  and  Tourism.  Here’s  what’s 
available: 

BUSINESS  DEVELOPMENT 
SERVICES 

Ebusiness  consultants  at  regional 
offices  in  Edmonton  and  Calgary  can 
assist  with: 

• location  analysis 

• market  analysis 

• establishing  financial  viability 

• break-even  analysis 

• identifying  management  needs  and  their 
responsibilities 

• infrastructure  requirements 

• establishing  contacts 

For  more  information,  call:  422-1362 
(Edmonton)  or  297-5040  (Calgary) 

DESTINATION  RESORT  PLANS 

JDi.  n inventory  of  possible  tourism 
opportunities  in  specific  regions  of  Alberta 
is  available  through  the  department’s 
Community  and  Regional  Development 
branch.  For  more  information,  call: 
427-2501 
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Call  us . . . 

Aoc  Today  was  created  to 
meet  your  information  needs.  If 
there’s  a business  issue  you  want 
to  see  addressed,  facts  you  need  to 
know  or  a story  you’d  like  us  to 
share,  call  us!  We’ve  got  an 
edition  of  ‘Creating  the  Service 
Culture  ’ for  the  best  suggestion  we 
receive. 

We  also  want  to  help  you  in 
your  entrepreneurial  endeavours. 

If  you’re  looking  for  business 
partners,  seeking  an  investment 
opportunity  or  trying  to  sell  your 
own  operation,  call  us!  We’ll 
make  an  effort  to  pass  your  needs 
onto  our  readership. 

Contact 

Debbie  Hunchak,  Editor 
AOC  Today 

Alberta  Opportunity  Company 

1275  Weber  Centre 

5555  Calgary  Trail 

Edmonton,  Alberta 

T6H  5P9 

1-800-661-3811 

AOC  Today  is  published  12  times 
annually  by  AOC’s  Corporate 
Marketing  Division. 

Balan  Mathews, 

Executive  Director 
Corporate  Marketing 

Design:  Linda  Blanchett 


Promises  to  Deliver 

The  conference  is  coming!  The  conference  is 
coming! 

Be  sure  to  block  September  24  - 26  off  on  your 
calendar!  AOC’s  seventh  annual  Entrepreneurs 
Conference  coming  up  in  Calgary  promises  to  be  our 
best  yet.  Whether  you’re  a business  veteran  or  just 
considering  striking  out  on  your  own,  this  is  one 
educational  opportunity  you  won’t  want  to  miss. 

“Over  the  years,  we’ve  gained  valuable  insight  into 
what  type  of  information  entrepreneurs  are  looking  for 
to  sharpen  their  business  skills.  Our  experience  has 
enabled  us  to  put  together  a program  that’s  second-to- 
none  in  terms  of  giving  people  practical  tools  to  apply 
to  their  own  situations,”  says  Balan  Mathews,  AOC’s 
Executive  Director  of  Corporate  Marketing. 

Along  with  technical  sessions  targeting  everything 
from  cash  flow  management  to  customer  service,  the 
conference  will  feature  inspiring  presentations  from 
some  of  North  America’s  most  dynamic  business 
leaders.  There  will  also  be  numerous  opportunities  to  network  and  exchange  ideas  with  enterprising 
individuals  keen  on  making  new  contacts. 

“Our  conference  has  gained  a reputation  as  the  best  event  of  its  kind  in  Western  Canada,  and  has  been 
described  as  a mini  MBA  program  for  small  business.  We’re  looking  forward  to  an  even  bigger  and  better  one 
this  year,”  says  Mathews. 

Keep  an  eye  out  for  more  information  in  next  month’s  issue  of  AOC  Today! 


AOC’s  Balan  Mathews  and  Conference  Coordinator 
Monica  Hagan  review  artwork  to  be  used  in  promoting 
this  year’s  educational  effort. 


Welcome  Aboard! 

W e’re  proud  to  welcome  the  following  companies  to  the  AOC  family: 


Aarjay  Lumber  Ltd.,  Neerlandia 
AB  Lock  & Key,  Airdrie 
All  Fast  Claims  Inc.,  Edmonton 
Artesian  Insurance,  Grande  Prairie 
Blue  Diamond  Design  Ltd.,  Red  Deer 
Burmac ’s  Closet,  Grande  Cache 
CalforData,  Calgary’ 

Country  Kitchen,  Carstairs 
Artful  Framing  Services,  Edmonton 
Fairview  Ford  Sales,  Fairview 
Five-Star  Dodge  Chrysler,  Blairmore 
Harro  Business  Services,  Calgary 
Huston  and  Hogan,  Oyen 
Kay’s  Pets  & Supplies,  Carstairs 


Leisure  Marine  Ltd.,  Sylvan  Lake 

Lone  Pine  Marketing,  Cardston 

M.F.  Specialty  & Sports,  Grand  Centre 

New  Frank’s  Restaurant  Ltd.,  Waterton  Park 

Peppino  Gourmet  Food,  Calgary 

Reflections  Canada,  Edmonton 

The  Art  of  Animation  Galleries  Ltd.,  Edmonton 

The  Skill  Set  Inc.,  Calgary 

Sling  Tec  Rigging,  Aldersyde 

Stony  Plain  Secretarial  Services,  Stony  Plain 

Thorhild  Auto  & Farm  Supplies,  Thorhild 

Vilna  Foods,  Vilna 

West  Bow  Plumbing  & Heating  (1993),  Canmore 
WW  Sign  Rentals,  Wetaskiwin 
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ON  SEPTEMBER  24-26 
THE  MOST 
SUCCESSFUL 
ENTREPRENEURS 
IN  THE  COUNTRY 
WILL  BE  IN 
CALGARY... 


at  Alberta  Opportunity  Company’s  1993  Entrepreneurs  Conference. 

Over  50  fact  and  answer^packed  sessions  on: 

Leading  Your  Company  Through  Hard  Times  • Guerrilla  Marketing:  New  Tactics  and  Weapons  for 
Winning  Big  Profits  • Canada’s  Fastest  Growing  Businesses  • Getting  Paid:  Collecting  Your  Receivables 
• How  and  Where  to  Find  Information  Crucial  to  the  Survival  of  Your  Business  • Cash  Flow 
Management  • Turnaround  Strategies:  Getting  Back  on  Track  in  Tough  Times  • Preparing  a Winning 
Business  Plan  • Collateral:  What  the  Banks  Want  and  What  You  Should  Give  Them  • Tricks  of  the 
Trade:  Selling  into  Foreign  Markets  • Creating  Value  for  Customers  • Partnership  or  Incorporation: 
What’s  Best  for  Your  Business?  • Selecting  a Name  that  Sells  • Low-Risk  Franchising  • Reconcilable 
Differences:  Solving  Partnership  Disputes  • Improving  Your  Presentation  Skills:  How  to  Make  Your 
Audience  Sit  Up  and  Take  Notice  • Building  and  Maintaining  Your  Dream  Team  • Valuing  a Business 
and  Negotiating  the  Purchase  Price  • Managing  Stress:  Strive  to  Survive  • Commercial  Leases:  What’s 
in  the  Fine  Print  • Financing  Your  Business  from  Start-Up  to  Success  • The  ABCs  of  PCs  • Patents, 
Copyrights  and  Trademarks:  What  You  Should  Know  Before  You  Disclose  Your  Idea  to  Anyone  • 
Businesses  You  Can  Start  for  Under  $10,000  • Unleashing  Your  Greatest  Potential:  A New  Way  of 
Thinking  • 


For  more  information  on  the  conference: 

Call  1(800)  661-3811  Today! 
Fax  (403)  422-6518 


Or  write  “Calgary  1993”  on  your  letterhead  and  send  it  to: 
AOC  Conferences,  1275  Weber  Centre,  5555  Calgary  Trail, 
Edmonton,  Alberta  T6H  5P9 


ALBERTA  OPPORTUNITY  COMPANY 


